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Based upon the limited participation to date, any increased weatherization and HVAC measure 

installations related to IRA rebates for residential customers may be detrimental to EKPC's 

programs. This is because contractors may be focused on IRA-related work rather than 

promoting the EKPC's program given the limited energy efficiency workforce and current supply 

constraints for items such as HVAC equipment. EKPC can eliminate such concerns by proactively 

expanding the weatherization and HVAC work forces within its service territory by ramping up 

the investment in its energy efficiency programs over the next few years, rather than 

maintaining its current low steady participation rate. Additionally, EKPC should consider a 

budget which increases over time to accommodate changes to technology baselines, 

opportunities for federal funding, emerging technologies, and program redesign. With these 

factors considered, there is potential for greater savings to be recognized under the EKPC DSM 

portfolio w ith minimal additional investment needed. 

Furthermore, expansion of the energy audit program can be used to spur economic 

development within EKPC's service territories. Expanding the energy audit program beyond the 

online component will encourage workforce expansion for energy auditors, insulators, and 

HVAC contractors. Furthermore, by encouraging the expansion of the work force, it w ill help to 

support the adoption of weatherization and HVAC measures rebated under the IRA funding. 

Additionally, with IRA funding earmarked for workforce training through state energy offices, 

EKPC w ill not need to absorb a significant portion of the expense to expand the energy 

efficiency workforce. Overall, a redesign of the energy audit program, coupled with the IRA 

rebates and energy tax credits will resu lt in more job opportunities and provide a positive 

economic impact throughout the EKPC service territory. 

10.8 Awareness Marketing Efforts 

Recommendation: Expand EKPC's energy efficiency webpage to include rebate levels, eligible 

measures, eligible contractors, and ways to participate in the programs. Develop streamlined 

marketing materia ls for use by owner-members. 

EKPC' s residentia l DSM programs have minimal participation per year when compared to the 

total number of customers. Figure 18 below shows the level of participation by program. LEDs 

and demand response contribute almost all of the 2021 participation, with all other programs 

accounting for 0.61% of participation. 
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Figure 18. Participation by Program 
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Outside of the LED and the demand response effort, the Heat Pump Retrofit Program and 

Button-Up Weatherization programs are the on ly programs that implement energy efficiency in 

existing homes. The CARES, Touchstone Energy Home, and Manufactured Homes programs rely 

on the cooperatives working w ith CAAs and manufacturers/ bu ilders, respectively. Based upon 

the breakdown in Figure 19, this means that only 44% of the 0.61% of the participation 

identified in Figure 18 is w ith owner-members. The reason for the lack of participation in the 

energy efficiency programs is likely two-fold. First, as identified above, the rebates are for 

minimum efficiency standards and therefore do not support the adoption of more efficient 

technology. There is no incentive for customers to choose higher efficiency options and the 
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rebate levels are not offsetting the cost of the higher efficient technology. Second, there is a 

lack of marketing of the energy efficiency and demand response programs. 

Figure 19. Participation Excluding LEDs and Demand Response 
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One recommendation is to increase the content on EKPC's energy efficiency webpage. This 

page includes a list of the programs with a one-sentence description. However, it lacks 

information on how to participate in the programs, rebate levels, eligible contractors and 

measures, and the benefits of energy efficiency. At a minimum, EKPC shou ld revise its website, 

referenced in Figure 20, to include the information identified above and provide links to its 

member cooperatives to allow for members to find out how to participate. 
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Figure 20. EKPC's Energy Efficiency Webpage 
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In addition to the website, EKPC cou ld create streamlined marketing materia ls for its member: 

eoo13eFati't1es owners to utilize to promote the programs at various community events, mailings, 

and annual meetings. The materials cou ld be customized w ith the logo of the member 

cooperative, along with EKPC. This would be a way to extend marketing funds further and 

would be an economica l way to increase program participation and savings. 

Fina lly, with the addition of IRA funding, it would be beneficia l for EKPC to provide a general 

awareness campaign around electrification and energy efficiency. Increasing awareness of the 

benefits of energy efficiency, dispelling the myths of heat pumps, and increasing awareness of 

weatherization can increase program participation and savings captured under the program. 

Although savings from an awareness campaign may be limited as to what EKPC can cl aim, it 

could result in a decrease in energy usage and load, which will directly impact the IRP. 
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10.9 Market Pote ntia l Study 

Recommendation: Develop a stakeholder process, based on best practices, to support the 

development of the DSM inputs into the MPS and IRP. Utilize the MPS to inform the 

development of the DSM portfolio but w ithout the MPS dictating the portfolio. Consider equity 

in program opportunities, not on ly w ith low-income members but also for commercial and 

industrial members. 

EKPC based the development of its DSM portfolio on the $3 million scenario provided in the 

MPS. That scenario did not include the following: 

1. Any new programs from those offered by EKPC at the time the study was conducted. 

2. Any commercia l or industria l programs, including lighting or demand response. 

3. Residential demand response programs. This program is projected to cost $22.5 million 

in administrative and rebates costs over 15 years. 

4. Heat pumps with a SEER 14 or 15. This program is proj ected to cost $10 million in 

administrative and rebate expenses over 15 years to install baseline efficient 

technology. 

While these offerings were not included as part of that MPS scenario, EKPC still included a 

residentia l demand response program and a heat pump program with baseline efficient 

technology. One can gather from this that EKPC used the MPS to inform the design of their DSM 

portfolio; however, EKPC did not fu lly rely on the $3 million MPS scenario. Therefore, the 

portfolio design should be viewed as an opportunity for inclusion of cost-effective measures 

outside of that MPS scenario. Furthermore, EKPC should not exclude from its DSM portfolio 

highly cost-effective savings, such as that from commercia l lighting and demand response 

opportunities. Energy Efficiency and demand response serve as the least cost supply side option 

and should be leveraged when cost-effective to delay or prevent the building of additiona l 

capacity. 

On the commercia l side, the MPS identified that under the RAP scenario the potential for 

22,000 MWh of incremental annual energy savings and almost 5 MW of annual incremental 

demand reduction. Yet, EKPC does not offer ANY commercia l or industrial programs as part of 

its DSM portfolio . Although residentia l lighting standards are changing, there is still ample 

opportunity for lighting savings from the commercial sector, especially from small businesses. 

EKPC argues that it observed more commercia l members were opting for the most efficient 

LEDs, regardless of the utility incentive; however, there are still opportunities to encourage the 
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adoption of LEDs in t he commercia l market.102 Add itionally, the saving attributed to the 

adoption of commercia l high efficiency LEDs can be cla imed by EKPC, unlike w ith residential 

lighting. Given the elimination of low-cost residentia l lighting savings, an increased annual 

investment in energy efficiency of approximately $1 mill ion for commercia l lighting could aid in 

t he overall cost-effectiveness of the DSM portfolio. 

Additionally, as identified above, the demand response program should be extended to include 

commercia l opportunities, including small business di rect load control devices and active 

marketing of interruptible tariffs for t he commercia l customers. 

On t he residential side, the M PS reviewed the measures based upon EKPC's program design at 

t he t ime of the study but fa iled to consider how a redesign of t he residential programs, 

including administrative and marketing, cou ld promote a deeper, comprehensive approach to 

whole home weatherization and adoption of energy efficient measures. Currently t he 

weatherization and HVAC measures are siloed and do not offer comprehensive options from a 

participant's perspective, nor does it promote t he development of a comprehensive 

weatherization workforce. 

DSM was only eva luated at one level, t he GOS Potential Study $3 mill ion scenario, w ith minor 

modifications from EKPC for demand response and level of measure efficiency. To f ully eva luate 

DSM potentia l and its impact on supply side planning, EKPC should have reviewed multiple 

levels of savings w ithin t he context of the IRP to determine the appropriate level of investment 

in DSM. Not only should EKPC have considered t he various level of savings and investment 

identified in the GOS Potentia l Study, but it shou ld have included levels of costs and savings 

associated with all cost-effective energy efficiency. Based on the limited review of energy 

efficiency and demand response potential, it is likely that EKPC is leaving alternative supply side 

cost-effective savings out of its portfolio. In add ition to t he recommendations throughout the 

DSM portion of t he report, we would like to recommend some best practices for consideration 

in the development of f uture EKPC DSM portfolios wh ich are included in the IRP. These best 

practices are based upon EFG Staff's participation in stakeholder processes to develop DSM 

inputs for t he IRP in other jurisdictions. 

1. Uti lize a stakeholder process to support development of DSM inputs for the IRP. 

Energy Futures Group, Inc 

PO Box 587, Hinesburg, VT 05461 - USA I~ 802-482-5001 I~ 802-329-2143 l @ info@energyfuturesgroup.com 

70 



--- -- energyfuturesgroup.com 
EN £RGY FUTU R£S GROU P 

2. Reduce program costs by includ ing avoided transmission and distribution benefits. 

3. Convert energy savings to the generation level by using margina l in place of an average 

line loss rate . 

4. Bundle savings consistent with a coherent program or portfolio design. 

5. Model differing levels of savings, beyond RAP and MAP, with the intent to capture all 

cost-effective energy efficiency and demand response savings. 

6. Give the IRP model two or three opportunities to select a differing level of savings so 

that the change in saving can be both stable for several years and better match up with 

need for new generation. 

7. Model levelized program costs instead of as-spent costs to ensure that DSM is modeled 

on a level playing field as new supply side resources. 

8. Avoid double-counting savings by excluding natura lly occurring savings, (e.g., residential 

lighting), that are already captured in the load forecast . 
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